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(57) ABSTRACT 

A system and method for actively marketing products and 
services to a user of a client computer such as over a network 
are disclosed. A product information database comprising 
product summary files that facilitate determination of pres- 
ence or absence of products associated with the client 
computer, a marketing rule knowledge base comprising 
opportunity rule files governing marketing opportunities, 
and an opportunity detection object for determination of 
marketing opportunities are utilized to determine active 
marketing opportunities and may be downloaded to the 
client computer from a service provider computer system. 
The opportunity detection object may comprise a scan 
engine, an opportunity analysis engine, and a presentation 
engine which collectively determine and present marketing 
information to the client computer user. The scan engine 
compares the client computer against the product informa- 
tion database to determine the configurations of the client 
computer and to generate a client computer inventory data- 
base. The opportunity analysis engine analyzes the client 
computer inventory database against the marketing rule 
knowledge base and generates a list of marketing opportu- 
nities for the client computer. The presentation engine 
analyzes the list of marketing opportunities and provides 
marketing and/or other information regarding marketed 
products to the user. 

23 Claims, 14 Drawing Sheets 
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ACTIVE MARKETING BASED ON CLIENT facturers may include an electronic version of the registra- 

COMPUTER CONFIGURATIONS tion packet or may link to the registration packet to the 

Internet, where the information can be collected immedi- 

RELATED APPLICATION(S) ately into some sort of database storage. When the user 

5 returns the registration information to the manufacturer, the 

The present application is a continuation of an application manufacturer will then have a record of the manufacturer's 

filed Feb. 16, 2001 under Ser. No. 09/785,676 now U.S. Pat. product purchased by the user in addition to any of the 

No. 6,370,578 which, in turn, is a continuation of an supplementary information requested and/or supplied by the 

application filed Oct. 29, 1999 under Ser. No. 09/430,263 consumer. Based upon the knowledge of what product the 

which is now issued under U.S. Pat. No. : 6,230,199. user purchased, when the user purchased the item, and any 

combination of the supplementary information, the manu- 

BACKGROUND OF THE INVENTION facturer can choose to target marketing communications to 

1. Field of the Invention ^ user * tecnn ique °f collecting registration informa- 

4 . 1t „ t tion is not restricted to hardware manufacturers. Indeed, this 

The present invention relates generally to computer sys- cdsSBajaa ^ use of registralion data for marketin g pur- 

tems and computer networks. More specifically, the present 15 n * f , • • 1 j- f * 

% \ iL , , r t / \ 4 . poses is common in all types of business, including products 

invention relates to a method and system for marketing :„ , „„ Mft ,„ „ , , . r , 

, tLJi .- / i-rr. such as software, consumer electro nics, appliances, and 

products based upon the detection and analysis of software m , , . . . , . * * 

, , , r , vi i- many other products not related to computer systems, 

and hardware components or peripherals present on a client _ . , . .... : - 

comouter Disadvantageous^, in typical existing mechanisms for 

. . 20 collecting, storing, and analyzing consumer preferences, the 

2. Description of Related Art process of gcncrating notifications of new and related prod- 
With the proliferation of Internet-based technology and uc ts can be time-consuming and imprecise. These methods 

sales, it has become increasingly important that companies 0 f collecting consumer stated preferences and past purcbas- 

carefully target their sales and marketing efforts toward mg behavior rely upon many factors, for example: the 

appropriate and receptive audiences. Although broadcast consumer responding at all to marketing surveys and/or 

print, television, radio, and online banner advertisements registration information requests; the consumer accurately 

retain some effectiveness in winning new customers through answering questions about previously purchased products 

exposure to sheer numbers, marketing evolution is leading and answering other system configuration-based questions; 

toward the provision of product information based upon the properly interpreting the consumer's stated preferences or 

user's behavior and preferences. 3Q observed behavior into relevant marketing tactics. To deliver 

Online profiling coupled with advances in database tech- hard-copy product notifications such as brochures, consum- 

nology and knowledge base techniques enables increasingly ers are generally grouped into segments to minimize the 

targeted communications with consumers based both upon number of different targeted product advertisements gener- 

the stated preferences of those consumers and their prior ated. If a preferred communication is email, the manufac- 

purchasing behavior. 35 turer and/or distributor must customize the email commu- 

Certain methods exist today for marketing products to nication and send it after the fact. It would be more desirable 
consumers based upon the stated preferences of the con- for communications regarding the new or related product to 
sumer. By way of example, a software manufacturer may be based on firm, timely knowledge of a consumer's corn- 
elect to collect preferences of consumers and potential puting environment and delivered in a timely manner, 
consumers through a survey. Such a survey can be con- 40 A method for scanning the user's computer for the pres- 
ducted through the mail, by phone interview, and/or through ence of certain software programs for the purpose of pro- 
a Web site. For purposes of clarity in this example, this viding updates to those software programs is disclosed in the 
disclosure will use the example of a survey posted on a Web application, "Automatic Updating of Diverse Software 
site. The software manufacturer places a survey on the Web Products on Multiple Client Computer Systems", U.S. Ser. 
site which is accessed and completed by the consumer. The 45 No, 08/660,488, filed on Jun. 7, 1996, now U.S. Pat. No, 
software manufacturer generally provides some sort of 6,151,643 which is incorporated herein by reference in its 
incentive for the consumer to complete the survey. Results entirety, A similar method is currently in use at the Web site 
of the survey may be collected, stored, aggregated, and http://www.mcafee.com, the contents of which are incorpo- 
analyzed for the purpose of determining the behavior of the rated by reference as of the filing date of the present patent 
consumer. Based on this information, the software manu- 50 application. 

facturer may choose to send a print advertisement, email FIG. 1 shows a system 100 for updating diverse software 

communication, or other marketing communication to the products on a user computer system similar to the method of 

consumer based upon the answers to the questions provided Ser. No. 08/660,488. System 100 comprises a plurality of 

on the survey. The marketing communication may be vendor computer systems 102 communicatively coupled via 

general, based upon grouping the responses into demo- 55 the Internet 106 to a service provider computer system 106 

graphic groups, or may be individualized utilizing a containing an update information database 108, to which a 

knowledge-based determination of the consumer's prefer- user computer 110 containing an update application is also 

ences based upon that consumer's responses. coupled. 

In another example, a consumer may purchase a new Service provider computer system 106 comprises, among 
hardware item for a computer system for which the manu- 60 other elements described in Ser. No, 08/660,488, an update 
facturer includes a registration information packet. This information database 108. Update information database 108 
registration information packet could be in the form of a contains information, such as update name, version, 
registration card, requesting from the user of the computer location, installation instructions and the like, about prod- 
system such information as name, address, and phone num- ucts for which updates are available. Client computer 110 
ber and containing a number of questions designed to give 65 comprises an update application 112 for periodically com- 
the manufacturer insight into the consumer's purchasing municating with the service provider computer system 106 
behavior, profession, income, and so on. Hardware manu- for checking against the contents of the client computer 110 
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products specified in the update information database 108. If collectively serve to scan a current configuration of a client 

a product specified in the product information database 108 computer, analyze the current configuration for marketing 

is identified on the client computer 110, the client computer opportunities, and present marketing information to a user of 

is placed in communication with the relevant vendor com- the client computer. 

puter system 102 to download or install the software update. 5 jh e scan engine compares the signatures resident on the 
However, it would be desirable to provide a system for client computer for the client hardware and client applica- 
marketing software, hardware, and related products to users tions against the product information database that may be 
of computer systems based upon the user's current comput- downloaded to the client computer. The product information 
ing environment configuration. database comprises one or a plurality of product summary 
It would be further desirable to provide a system for the 10 files enabling the opportunity analysis engine to detect the 
marketing of products that are not yet detected on the user's presence of a product on the client computer. If the scan 
computer, based upon a combination of the absence and/or engine detects the parameters specified in the product sum- 
presence of hardware peripherals and/or software on or rnary file for a product on or connected to the client 
connected to the client computer. computer, the scan engine records information for the 
It would be further desirable to provide a system that is 15 matched product in an inventory database, which generally 
relevant and compelling to the individual user by ensuring comprised of a list of existing products associated with the 
that the related product information provided is based upon client computer, 

the individual user's computing environment configuration. The opportunity analysis engine generates a list of mar- 
keting opportunities for the client computer by analyzing the 

SUMMARY OF THE INVENTION 20 mventory dat abase against the marketing rule knowledge 

A method and system for actively marketing products to Dasc - The marketing rule knowledge base preferably com- 

a user of a client computer that is coupled over a network to P rises one or a plurality of opportunity rule files indicating 

a service provider computer system are disclosed. It should me opportunity key for a related product that may be 

be appreciated that the present invention can be imple- ^ marketed to the user of the client computer and information 

mented in numerous ways, including as a process, an a b° ut how to present the marketing opportunity to the end 

apparatus, a system, a device, a method, or a computer uscr - The opportunity analysis engine processes the inven- 

readable medium such as a computer readable storage tory database on the cli ent com puter to deter mine whe ther 

medium or a computer network wherein program instruc- me appropriate^eorlditid^ 

tions are sent over optical or electronic communication 3Q produc^M^ 

lines. Several inventive embodiments of the present inven- Umity-kidetected, tj^pporttuiity-analysis^ 

tion are described below. ^pj^atiDn^r:me;ffiatc^^ 

The system generally comprises a product information eS^^* 
database, a marketing rule knowledge base, and an oppor- The presentation engine analyzes the list of marketing 
tunity detection object. The product information database 35 opportunities generated by the opportunity analysis engine 
comprising product summary files that facilitate determina- and provides information regarding related products to the 
tion of presence or absence of products associated with the user of the client computer. Related products may be, by way 
client computer, the marketing rule knowledge base com- of example, software applications, hardware items such as 
prising opportunity rule files governing marketing additional memory, as well as services such as support, 
opportunities, and the opportunity detection object for deter- 40 training, connectivity service, and the like. The examples 
mination of marketing opportunities are utilized to deter- presented herein should in no way be construed as limiting 
mine active marketing opportunities and mayzberdown- the types of products that may be marketed to the user of the 
•loaded-torthe-chenHramp cuent computer. The marketing information presented to the 
•ct^putej^vsterr^ ^ e opportunity detection object may user may be a commerce opportunity, an advertisement 
comprise a scan engine, an opportunity analysis engine, and 45 displayed to the user, additional information about a related 
a presentation engine which collectively determine and product, and the like based upon the context of the configu- 
present marketing information to the client computer user. ration of the user's client computer. Examples of further 
The scan engine compares the client computer against the information about the related product include, but are not 
product information database to determine the configura- limited to, a download location, a purchase location, a search 
tions of the client computer and to generate a client com- 50 at a vendor's search engine, and the like. Information 
puter inventory database. The opportunity analysis engine regarding related products may also be presented to the user 
analyzes the client computer inventory database against the °f the client computer via any number of methods, from 
marketing rule knowledge base and generates a list of displaying the information on the user's screen, to a corn- 
marketing opportunities for the client computer. The pre- munication sent separately to the user. It is emphasized that 
sentation engine analyzes the list of marketing opportunities 5S these are examples of related marketing information and 
and provides marketing and/or other information regarding presentation methods and should in do way be construed as 
marketed products to the user. limiting the scope or context of a preferred embodiment. 

In a preferred embodiment, a product information Using the method and system provided herein, a service 

database, a marketing rule knowledge base and an oppor- provider is able to accurately determine the current configu- 

tunity detection object are downloaded to a client computer eo ration of a client computer and distribute relevant marketing 

from a service provider computer system. The opportunity information about related products directly to a user of the 

detection object is executed to analyze the configuration of client computer without having to rely solely upon a user's 

the client computer and generate a list of marketing oppor- stated preferences or observed behavior, 

tunities. These and other features and advantages of the present 

According to a preferred embodiment, the opportunity 65 invention will be presented in more detail in the following 

detection object comprises a scan engine, an opportunity detailed description and the accompanying figures which 

analysis engine and a presentation engine. These engines illustrate by way of example the principles of the invention. 
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BRIEF DESCRIPTION OF THE DRAWINGS program 210, a product information database 212, a mar- 

The present invention will be readily understood by the keting rule knowledge base 214, and an opportunity detec- 
foUowing detailed description in conjunction with the Uon ob J ect 216 Opportunity detection object 216 further 
accompanying drawings, wherein like reference numerals comprwi a scan method or engine 218, an opportunity 
designate like structural elements, and in which: 5 ° r 6ngmC 22 °' and a P rescnta,,on method or 

FIG. 1 is an illustration of a system for providing diverse cn «™ ^ 2Q8 riscs , luralit of hanl . 

software product updates to a client computer according to f , , r , ,/ . / 

the rior art: WarC ms or P en P" era I s 224 and an addressable memory 

e prior art; 220. Resident in the addressable memory may be a plurality 

HG. 2 shows a system for marketing products according 10 of client applications 228, a plurality of drivers 230, a 
to a preferred embodiment; rcgistry 232 a plurality of configuration files 234, and an 

FIGS. 3-1 and 3-2 are flowcharts of the overall method of operating system 236. It is important to note that hardware 
providing marketing information in accordance with a pre- items or peripherals 224 may be any hardware device, for 
ferred embodiment; example, one that is generally connected to the client 

FIG. 4 is an illustration of a client computer following the 15 computer 208 such as a hard disk or a monitor, or one that 
execution of the method of a preferred embodiment; may be temporarily connected to the client computer 208, 

HG. 5 is a diagram of a product knowledge base accord- such as a Palm Computing® connected organizer or an 
ing to a preferred embodiment; Iomega® JAZ drive. 

FIG. 6 is an example of a user profile in accordance with ^ V^oduci information database 212 contains informa- 
a preferred embodiment* 20 ^on regarding one or more products for which a marketing 

FIG. 7 shows the elements of an inventory database on ^unity exists. In a prefct^embodime^^ the product 
client computer according to a preferred embodiment; ^formation database 2U^own^ 

o. r.L r • puter:upon:exEcution:of^ 

FIG. 8 is an illustration of the process of generating an m the ao^ioTdinfoCT^ 

inventory database according to a preferred embodiment; ^ cthe:ciieilt:computer . ^ e product informa tion database 212 is 

FIG. 9 is a flowchart of the process of executing a scan further described below with reference to FIG. 5. 
method to create the inventory database according to a The marketing rule knowledge base 214 contains for each 
preferred embodiment; product in the product information database 212 information 

FIG. 10 is a block diagram of a marketing knowledge base about the marketing opportunities for that product, including 
according to a preferred embodiment; 30 a set of conditions that indicates a match for a marketing 

HG. 11 is an illustration of the process of detecting opportunity. In a preferred embodiment, the marketing rule 
marketing opportunities according to a preferred embodi- knowledge base 214 is downloaded to the client computer 
ment; upon execution of the active marketing host program 210. 

FIG. 12 shows a list of marketing opportunities according The marketing rule knowledge base 214 is described in 
to the preferred embodiment; and 35 further detail with reference to FIG. 10. 

HG. 13 shows a sample display of marketing information In a preferred embodiment, the opportunity detection 
to a user based upon the configuration of a client computer. ob Jeet 216 contains the overall operation of a method for 

marketing based upon the detection and analysis of files 
DESCRIPTION OF SPECIFIC EMBODIMENTS aa/oT other conflgurationS) hardware or soft^ presenl 

A system and method for actively marketing products to 40 on the client computer. The opportunity detection object 216 
a user of a client computer that is generally coupled over a is preferably downloaded to the client computer 208 upon 
network to a service provider computer system are dis- $xe^tiolToTthe-aclive-m 
closed. The following description is presented to enable any ^be^xecuteo^ol^ 

person skilled in the art to make and use the invention. "Upon download, the opportunity detection object 216 is 

Descriptions of specific embodiments and applications are 45 installed into the addressable memory 226 of the client 
provided only as examples and various modifications will be computer 208, either in whole or in parts, preferably with a 
readily apparent to those skilled in the art. The general unique identifier. The opportunity detection object 216 may \ 
principles defined herein may be applied to other embodi- be implemented as AcdverX^controls^Java^a^plets, Perl 3 ] 
ments and applications without departing from the spirit and scripts* or an^^fieT-suitable^lient^siderapplicatioris. The / 

scope of the invention. Thus, the present invention is to be 50 opportunity detection object 216 may be instantiated by 
accorded the widest scope encompassing numerous referring to its unique identifier or the unique identifiers of 
alternatives, modifications and equivalents consistent with its component parts through an Application Programming 
the principles and features disclosed herein. For purpose of Interface (API). By way of example but not limitation, a 
clarity, details relating to technical material that is known in ^b;:browseT^n~rne:xiM 

the technical fields related to the invention have not been 55 #jige^and:enrotfntenaiVB Scripts 
described in detail so as not to unnecessarily obscure the r mnifc yrdetee1ion~okje^ 
present invention. r^BSeriptcdriectdy^^ 

Overview and General Architecture of a System for Active c j>r&w^r^s:&ia-anfl:*^ is 
Marketing r exeemted-on^he-cHent"^ uiuutt a^08? 

FIG. 2 shows the architecture of a system 200 in accor- eo The methods 218, 220, 222 of the opportunity detection 
dance with a preferred embodiment. In system 200, a object 216 collectively serve to scan the current configura- 
plurality of vendor computer systems 202 is communica- tion of the client computer 208, analyze the current con- 
tively coupled by a network 204, such as the Internet, to a figuration of the client computer 208 for marketing 
service provider computer system 206 and to a client com- opportunities, and present marketing information to a user of 

puter 208. 65 the client computer 208. The methods 218, 220, 222 of the 

In accordance with a preferred embodiment, service pro- opportunity detection object 216 may be called separately 
vider computer system 206 hosts an active marketing host during the execution of the opportunity detection object 216. 
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Each method of the opportunity detection object 216 will 
now be described in more detail. In particular, the scan 
method 218 analyzes the client computer 208 to detect the 
presence of hardware items 224, client applications 228 or 
other properties of the client computer 208, such as the 
operating system 236. If the scan method 218 detects the 
parameters specified in the product information database 
212 indicating the presence of a product on the client 
computer 208, the scan method 218 optionally records the 
match. The scan method 218 is described in further detail 
with reference to FIG. 8. 

The opportunity analysis method 220 analyzes the results 
of the scan method 218 against data in the marketing rule 
knowledge base 214. The opportunity analysis method 220 
determines-whether— A e^ar^nxipiiaterconditionszexist^for 
^arketkg^p.articularr pro^ 

pj^the ckcnticpmputer 208. When an opportunity is detected, 
the opportunity analysis method 220 optionally records 
information for the match. 

The presentation method 222 analyzes the results of the 
opportunity analysis method 220 and provides information 
regarding related products to the user of the client computer 
208. It is important to note that the presentation method 222 
may be executed each time the client computer 208 connects 
to the service provider computer system 206 in order to 
provide contextual advertising to the user through, for 
example, the execution of a client-side control that displays 
advertising campaigns relevant to the configuration of the 
client computer 208 connected to the service provider com- 
puter system 206. 

It is important to note that it is not necessary to download 
the product information database 212, the marketing rule 
knowledge base 214, and/or the opportunity detection object 
216 to the client computer 208. These items could remain on 
the service provider computer system 206 and run across the 
network 204 against the client computer 208. However 
downloading these items to the client computer 208 reduces 
the bandwidth requirements of executing programs across 
the network over a communications device, such as a 
modem. 

Overview and General Method for Active Marketing 

FIGS. 3-1 and 3-2 illustrate an overall operation 300 of 
the method for marketing products and/or services to the 
user at the client computer, preferably utilizing the system as 
shown in and described with reference to FIG. 2. Although 
the system and method of the present invention are generally 
described in terms of marketing products, it is to be under- 
stood that services, tickets, and the like may be marketed. At 
step 302, a service provider compiles related product mar- 
keting information onto the service provider computer sys- 
tem in the form of the product information database and the 
marketing information database. This information may be 
compiled by experts, either manually or electronically, pref- 
erably while utilizing product presence conditions that indi- 
cate the presence of a product on the client computer and 
marketing opportunity conditions on the client computer that 
indicate an opportunity to market a product to the user of the 
client computer. Typically, the conditions are predetermined 
and stored in the service provider computer system. 

At step 304, the client computer cojm gctsjo^ ^ebiLsUe 
located"on ~-the^service7rprovider-~co mputerrsystem. In a 
preferred embodiment, the service provider may request the 
user to initiate the scan of the client computer by providing 
a link to initiate the active marketing host program resident 
on the service provider computer system. In another pre- 
ferred embodiment, the act of visiting the service provider 
computer system would initiate the active marketing host 



program, which would be a more intrusive way of marketing 
products and/or services to the user of the client computer. 

Optionally, the user of the client computer completes a 
•usenprafifcarcstep 306. The implementation of the user 
5 profile is flexible. By way of example, but not limitation, the 
user profile may include a number of predefined profile 
options provided by the service provider computer system 
from which the user may select. Alternately, the user profile 
may comprise a series of questions designed to elicit further 
10 stated prefcrenccrmfon nation^from -th e^^ 

computer, such as user address, phone number, ZIP code, 
and the like. In another preferred embodiment, the user 
profile may be a combination of predefined profile and stated 
preference elements. The user^profMe or relevant elements 
15 thereof are optionaUy-dowjdoaifcd:tosthetdientrcomputer^for 
use by the opportunity detection object, preferably by the 
opportunity analysis method. 

In a preferred embodiment, at step 308, the active mar- 
keting host program resident on the service provider com- 
20 puter system analyzes the client computer to determine 
whether the current version of the opportunity detection 
object is found on the client computer. If:the:eurrent^ersion 
of-the-o ppflrtumtY^ete^tfa^ 
c»r]^Lter~the~versi0n^ 
25 residejaJ-^n^e-seOT 

^p^s^lpjde^o:the-client:computei, at step 310. Alternately, 
if "the c ^iTeDt-ve rsion:of:me:or ^rtunity-detection-ob iectTis 
foundhoj the client computer, the-op portunit y-detection 
object-is^^o^jdownloaded. In another aspect of a preferred 
30 embodiment (not shown), the user of the client computer 
may be informed by means of a message transmitted to the 
client computer whether or not the opportunity detection 
object is current and given the option of executing the 
download step 310 if the opportunity detection object is not 
current. An affirmative response would result in download- 
ing the opportunity detection object to the client computer. 

It is also important to note that the opportunity detection 
object may be downloaded in a single connection between 
the client computer and the service provider computer 
system or may be downloaded in multiple connections 
across the network. 

Once the opportunity detection object, and preferably the 
current version thereof, is resident on the client computer, 
the active marketing host program checks to determine 
45 whether the current version of the product information 
database is detected on the client computer at step 312. If the 
loimntrveraonrof-the^^ 
^ounabon^e-cfie^Fc^pute^ 
cMomiationadatobase^esio^t^o^ 
50 puter^ystem^ts^ptioBatly-^ 
cputer-afc- step 314. If the current version of the product 
information database is found on the client computer, the 
product information database iscnot^dowHloaded. 

Once the product information database, and preferably the 
current version thereof, is found on the client computer, the 
method progresses to step 316, which begins the analysis of 
the client computer to determine which products in the 
product information database are present on the cheat com- 
puter. According to a preferred embodiment, the analysis of 
the client computer is performed on the client computer 
using the opportunity detection object on the client com- 
puter. However, an alternate preferred embodiment performs 
the analysis across the network using procedures stored and 
executed on the service provider computer system to analyze 
the client computer. 

At step 318 the scan method is executed to analyze the 
client computer and create an inventory database (reference 
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numeral 402 as shown and to be described with reference to client computer, the opportunity analysis method is executed 

FIG. 4). This inventory database is stored on the client at step 324. In step 324, the inventory database is analyzed 

computer and is described in further detail below with against the marketing rule knowledge base to create a list of 

reference to FIG. 7. In a preferred embodiment, the inven- marketing opportunities(reference numeral 404 as shown 

tory database remains on the client computer and is not 5 and 10 be described with reference to FIG. 4). The oppor- 

transmitted across the network to a receiving computer tunity analysis method identifies a marketing opportunity for 

system in order to preserve the privacy of the user. However, a related product by analyzing the information contained in 

in another preferred embodiment in which the service pro- marketing knowledge base pertaining to the presence or 

vider desires to provide user client configuration direcdy to ^ scncc °* onc ° r m ^ ? Todu f* f thc '^ CD ^ ^T' 

j *u * * j * l u * « 4 . j . ,1 „ The opportunity analysis method is described in further 

vendors, the inventory database may be transmitted to the 10 , . ., f , c . r*w^ n 

. , , * * j detail below with reference to FIG. 11. 

service provider computer system or to one or more vendor M 326 me presentation method executes t0 presenl 

computer systems. A preferred embodiment of the scan the usef £ f ^ ^ ^ marketing inforniat ion 

method is detailed in reference to FIGS. 8 and 9. regarding products recorded in the list of marketing oppor- 

At step 320 of a preferred embodiment, the active mar- Unities. The presentation method will be described in fur- 

keting host program searches for the presence of the current 15 mer detail with reference to FIG. 13. 

version of the marketing rule knowledge base on the client The user may be presented with one or many types of 

computer. If the current version of the marketing rule information regarding the marketing opportunity identified 

knowledge base is not found on the client computer, the based upon the configuration of the client computer at step 

marketing rule knowledge base on the service provider 328 including, but not limited to, an option to purchase 

computer system is downloaded to the client computer in 20 products, advertisements pertaining to the products, further 

step 322. If the current version of the marketing rule marketing information about the products, an opportunity to 

knowledge base is found on the client computer, the mar- search for further related products, and the like, 

keting rule knowledge base is not downloaded. Contents of Client Computer after Process 300 

It is also important to note that the marketing rule knowl- FIG. 4 schematically illustrates the contents of the client 

edge base may be downloaded as a single file containing all 25 computer 208 at the conclusion of the process 300 of a 

marketing opportunities in a single connection between the preferred embodiment as described in FIGS. 3-1 and 3-2. 

client computer and the service provider computer system or The hardware items 224, client applications 226 and other 

it may be downloaded as multiple files based on the products items originally comprising the addressable memory 226 of 

contained in the inventory database that may be downloaded the client computer 208 preferably remain unaltered on the 

separately using multiple connections across the network. 30 client computer 208. The client computer 208 preferably 

Each of the analyzing the client computer steps 308, 312, further contains the product information database 212, the 
and 318, and the corresponding downloading steps 310, 314, marketing rule knowledge base 214, and the opportunity 
and 322, need not be executed in the order described and detection object 216, and more preferably the current ver- 
may be completed in any suitable order. For example, each sions thereof, as downloaded by the active marketing host 
of the analyzing steps 308, 312, and 318 may be completed 35 program to the client computer 208, described above with 
and then any resultant downloading steps may then be reference to FIGS. 3-1 and 3-2. Further, the client computer 
executed, either in separate steps or in a single combined 208 preferably contains the inventory database 402 as gen- 
downloading step. erated by the opportunity detection object as well as the list 

Further, although not shown, as noted above, each of steps of marketing opportunities 404 as generated by the presen- 

308, 312, and 318 of analyzing the client computer to 40 tation method, described above with reference to FIGS. 3-1 

determine whether the current version of the opportunity and 3-2. 

detection object, the product information database, and the In a preferred embodiment, the user profile 400 is corn- 
marketing rule knowledge base, respectively, is found on the pleted by the user of the client computer 208. This user 
client computer, as well as the corresponding step of down- profile is optionally downloaded to the client computer 208 
loading such data to the client computer in steps 310, 314, 45 and is used by the opportunity analysis method 220 to 
and 322, respectively, may be optional. For example, the further define marketing opportunities on the client com- 
user of the client computer may alternatively be informed by puter 208. It is important to note that any of the methods 218, 
means of a message transmitted to the client computer 220, 222 of the opportunity detection object 216 may 
whether or not a particular object or database is current and, optionally utilize the user profile 400 to further determine 
if it is not current, the user is given the option of executing so information about the user of the client computer 208. 
the corresponding download step 310, 314, or 322. An The inventory database 402 is created by the scan method 
affirmative response would result in the execution of the 218 (executed at step 318 illustrated in FIG, 3-2) using 
download step 310, 314, or 322 to the client computer 208. instructions embedded in the scan method 218 itself and 
In another alternative embodiment, the scanning, oppor- optionally using further information compiled in the product 
tunity analysis, and presentation method or engine of the 55 information database 212. 

opportunity detection object may each be optionally down- The list of marketing opportunities 404 is generated by 

loaded. In other words, although it is preferred that the the opportunity analysis method 220 by comparing the 

opportunity detection object be downloaded or not down- conditions in the marketing rule knowledge base 214 to the 

loaded to the client computer as a whole, each of the inventory database 402 on the client computer 208. 

components of the opportunity detection object may be 60 Product Information Database 212: Product Summary Files 

individually downloaded or not downloaded. As an (PSFS) 

example, the scanning engine can be downloaded while the FIG. 5 illustrates an example of the product information 

opportunity analysis engine and the presentation engine are database 212 in accordance with a preferred embodiment, 

not downloaded to the client computer. The products illustrated in FIG. 5 are software program A, 

Once the opportunity detection object, the product infor- 65 software program B, software program C, hardware item D, 

mation database, and the marketing rule knowledge base, hardware item E, hardware item F, hardware item G, and 

and preferably the current versions thereof, are found on the hardware H. 
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The product information database 212 comprises product searches the addressable memory 226 of the client computer 

summary or signature files (PSFs) for each product. Each 208 for the initialization parameter file with the name 

PSF comprises a detection command 500 and a product PROGRAMC.IN1. Based on the results of the Active X 

signature. The detection command 500 for each PSF com- control, a second Active X control might read 

prises a command subcomponent of the scan method that, 5 PROGRAMC.INI, searching for a parameter name/value 

like the opportunity detection object, may be implemented P™ of "INSTALL_DIRECTORY-C:/WINDOWS/ 

as ActiveX controls, Java applets, Perl scripts or any other PROGRAMS/PROGRAMC". If a file containing this 

suitable client-side application. Hie product signature com- parameter name/value pair is found by the scan method 218 

prises the response and/or values that indicate the presence on the chent computer 208 it constitutes a product match 

of a product on the client computer. It is important to note 10 f ° T PI ° dUCt C * WnttCn mt ° 

that a PSF may comprise multiple detection commands 500 ^driver-type product signature 522 generally com- 

anoVor multiple product signatures. prises driver file properties that indicate the existence of a 

Examples of PSFs are illustrations in FIG. 5. In particular, product on thc clicQ( mmputcT 208. Examples of driver file 

FIG. 5 illustrates a PSF for each of software programs A-C pr0 p ert i es illustrated are: a driver file name 536, a driver file 

502, 504, 506 and a PSF for each of hardware items D-H 15 size 53^ ^ a driver fi^ timestamp 540. Other properties 

508, 510, 512, 514, and 538. mav b e included in the driver- type product signature 522. To 

Illustrated, also, are examples of product signature types identify the driver-type product signature for hardware item 

contained in the PSFs, as described in a preferred embodi- D the scan method 218 may call an Active X control 

ment: an executable-type product signature 516, a registry- specified by the detection command 500, for example, that 

type product signature 518, an initialization type product 20 searches the addressable memory 226 of the client computer 

signature 520, a driver-type product signature 522. It is 208 for the driver with the name HARDWARED_ 

important to note that other product signature types are DRIVER. DRV that has a timestamp of Jan. 1, 1999 and a 

possible and that the specific product signature types dis- size of 10 KB. If a file matching these criteria is found on 

cussed herein are provided merely for the purposes of the client computer 208, it constitutes a product match and 

illustration. 25 information for product D is written into the inventory 

The executable-type product signature 516 generally database 402. 

comprises executable file properties that indicate the exist- Another type of PSF is the command-type product sig- 

ence of a product on the client computer 208. Examples of nature 536 illustrated by the PSF for hardware item H 538. 

executable file properties illustrated are: an executable name The command-type product signature 536 generally com- 

522, an executable file size 524, and an executable times- 30 prises a command response 540 that indicates the existence 

tamp 526. Other file properties may be included in the of a product on the client computer 208 and, optionally, may 

executable -type product signature 516. To identify the provide additional information about the existing product, 

executable -type product signature 516 for software program To identify a command-type product signature 540 for 

A, the scan method 218 calls an Active X control specified hardware item H, the scan method 218 calls an Active X 

by the detection command 500, for example, that searches 35 control, for example, to elicit a response from a hardware 

the hard drive of the client computer 208 for the executable item on the client computer 208. For example, a sample 

name PRO GRAMA.EXE with a last modified date of Jan. 1, command-type signature file 540 may call an Active X 

1999 and a size value between 50 KB and 100 KB. If a file control specified by the detection command 500 to deter- 

is found by the scan method 218 on the client computer 208 mine the number of MB available on the hard disk of the 

that meets these criteria, it constitutes a product match and 40 client computer 208. The resulting value of the detection 

information for product A is written into the inventory command 500 is written into the inventory database 402 

database 402. along with other information for the hardware match. 

The registry-type product signature 518 generally com- The PSFs contained in the product information database 

prises a registry entry 528 that indicates the existence of a 212 allow the opportunity detection object 216 to identify 

product on the client computer 208. To identify a registry- 45 products on the client computer 208. Each product in the 

type product signature 518 for software program B, the scan product information database 212 is summarized by a PSF 

method 218 calls an Active X control specified by the containing information such as the product name, vendor 

detection command 500, for example, to scan the Windows name, valid platforms. Each PSF optionally also includes the 

registry of the client computer 208 for a key that matches the main product signatures and the parameters that indicate 

pattern specified in the product signature 518. For example, so which elements of the scan method 218 should be called 

a sample registry-type signature file 518 may match the to-identify the elements of the product signatures, 

following registry key: HKEY_LOCAL„ For example, the PSF for software program A 502 is the 
NlACHI^\SOFTWARE\ACME\PROGRAMB\PRODUCT_IDfirst example of such a PSF in the product information 

If a registry entry is found by the scan method 218 on the database 212. The PSF for software program A 502 contains 

client computer 208 that meets this criterion, it constitutes a 55 information about software program A, including the 

product match and information for product B is written into executable-type product signature 516. 

the inventory database 402. Another potential product is illustrated in the PSF for 

The initialization-type product signature 520 generally software program B 504. Similar to the PSF for software 

comprises initialization file properties that indicate the exist- program A 502, the PSF for software program B 504 

ence of a product on the client computer 208. Examples of so contains information about software program B, including 

initialization file properties illustrated are: an initialization the registry-type product signature 518. 

file name 530, an initialization parameter name 532, and an Another product is illustrated in a PSF for software 

initialization parameter value 534. Other properties may be program C 506. The PSF for software program C 506 

included in the initialization-type product signature 520. To contains information about software program C including 

identify the initialization-type product signature for software 65 the initialization-type product signature 520. 

product C, the scan method 218 may call an Active X control Another possible product type — this one a hardware 

specified by the detection command 500, for example, that product — is illustrated in the PSF for hardware item D 508. 
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The PSF for hardware D 508 contains information about 
hardware D including the driver-type product signature 522. 

Executable-, registry-, and initialization-type product sig- 
natures 516, 518, 520 are not limited to use by software 
programs. For example, the PSFs 510, 512, 514 for hard- 
ware items E, F, and G contain the executable- type product 
signature 516, the registry-type product signature 518, and 
the initialization-type product signature 520, respectively. 

The PSF for a product may use one or more product 
signatures. In a preferred embodiment, each product has a 
primary signature supported by secondary signatures 
designed to verify that the main signature accurately iden- 
tified the product. Below is a sample of a PSF for a software 
product, Microsoft Word 2000, which uses an executable- 
type product signature 516 as a primary signature and 
performs other checks against the executable as a secondary 
validation. The sample PSF also utilizes a registry-type 
product signature 518 as a secondary signature. 

SAMPLE PSF FOR MICROSOFT WORD 2000: 

;Word2000.psf 

;modified the product name added the 'edition', Last 

Modified, Arun Aug. 21, 1999 
[Product Details] 

Product Name-Microsoft Word 2000 Standard Edition 
Vendor Name»Microsoft Corporation 
Product Type=APPLICATION 
Main Signatures=Sig_l 
Veiifications«Ver_Check_l , Ver_Check__2 
Platforms- W95,W98 

Signature Type-SIG__FLE 
Signature Data= winword.exe 
[Ver_Check_l] 

Verification Type-REG_CHECK 
MajorKey=HKEY„LOCAL_MACHINE 
MinorKey = 

SOFTWARE\Microsoft\Windows\CunentVersion\ 

Uninstall 
SubKey-* 

ValueName-DisplayName 
ValueType=STRING 

Condition=STRNOCASECOMPARE, "Microsoft Office 

2000 Standard" 
[Ver_Check_2] 

Verification Type«VERSION_CHECK 

File Name»EXE_DIR\winword.exe 

Conditions VER__RANGE, "9.0.0000"-<10.0.0000" 

It is important to note that the function of the PSF need not 
necessarily be specified entirely in the product information 
database 212. The format of the product information data- 
base 212 described here is intended to illustrate the functions 
of identifying a product based on a set of criteria and may 
be embodied in any number of ways. For example, the scan 
method 218 may, for some or all signature types, comprise 
all elements of the PSF needed to detect the presence of a 
product on the client computer 208, including the detection 
command 500 and product signature. In another preferred 
embodiment, the PSFs contained in the product information 
database 212 may be used to supplement information deter- 
mined by the detection command for each product in the 
scan method 218. 
User Profile 400 

FIG. 6 illustrates an embodiment of the user profile 400. 
In the user profile illustrated, a plurality of predefined profile 



3,347 Bl 

14 

options 602 are presented for selection to the user of the 
client computer. The purpose of the user profile 400 in a 
preferred embodiment is the collection of further informa- 
tion about the user of the client computer 208 that may 

5 optionally be used to supplement the configuration informa- 
tion mined from the client computer 208 through the execu- 
tion of the scan method 218. 

As shown, a number of predefined user profile options 
602 are provided for selection by the user. The predefined 

10 user profile options may include, for example, a bargain 
hunter user profile, a business user profile, a professional 
user profile, a home user profile, a game player user profile, 
a road warrior user profile. 
In another embodiment, the user profile 400 comprises a 

15 series of questions designed to elicit further stated prefer- 
ence information from the user of the client computer 208, 
such as user address, phone number, ZIP code, and the like. 
Alternately, the user profile 400 is a combination of pre- 
defined profile and stated preference elements. It is impor- 

20 tant to note that the user profile may also contain other 
information about the client computer, the files thereon, 
and/or the hardware peripherals associated therewith. The 
contents of the user profile 400 are not limited by the 
examples provided herein. 

25 The user profile 400 or relevant elements thereof are 
optionally downloaded to the client computer 208 for use by 
the opportunity detection object 216 during the execution of 
the opportunity analysis method 220. 
Inventory Database 402 

30 FIG. 7 illustrates the inventory database 402, preferably 
on the client computer 208, resulting from the execution of 
the scan method 218. The inventory database 402 comprises 
a product record which further comprises an existing prod- 
uct ID 700, an existing product category 702, and an existing 

35 product property 704. Note that the product record in the 
inventory database 402 may comprise one or more existing 
product categories 702 and/or one or more existing product 
properties 704. 

The inventory database 402 in this illustration comprises 

40 a product record for software program A 706, a product 
record for software program C 708, a product record for 
hardware item D 710, a product record for hardware item F 
712, and a product record for hardware item H 714. Shown 
for each illustrated product record are the existing product 

45 ID 700, the existing product category, and sample values for 
the existing product properties. 

The existing product category 702 identifies the matched 
product in the inventory database 402 as a particular type of 
product, for example, software, hard disk, CPU, operating 

50 system, hardware peripheral, and the like. Existing product 
properties 704 include, but are not limited to, an existing 
product description 716, an existing product vendor 718, an 
existing product version 720, an existing product informa- 
tion 722, an existing product type 724, a measurement of 

55 size 726, and a measurement of free units 728. 

In a preferred embodiment, the value resulting from the 
analysis of the combination of the existing product category 
702 and the existing product property 704 determines the 
opportunity found by the opportunity analysis method 220 

60 and displayed to the user of the client computer 208. 

Scan Method & Process for Generating Client Computer 
Inventory Database 

FIG. 8 is an illustration of the scan method 218 generating 
the inventory database 402 according to a preferred embodi- 
es ment. The scan method 218 compares the contents of the 
client computer 208 comprised of hardware items 224 and 
items such as client applications 228, drivers 230, the 
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registry 232, configuration files 234, and operating system 
238 in the addressable memory 226 to the PSF for each 
product in the product information database 212. If the scan 
method 218 detects the appropriate response from the detec- 
tion command(s) 500 for each PSF, a product match is 
identified. The scan method 218 then writes a product record 
for the matched product to the inventory database 402. The 
product record for each product comprises information 
regarding that product, derived from the product information 
database 212. This information in each product record in the 
inventory database 402 includes, but is not limited to, the 
existing product ID 700 for the matched product, the exist- 
ing product category 702 for the matched product, and the 
existing product properties 704, such as existing product 
description 716, existing product vendor 718, existing prod- 
uct version 720, and the like. 

FIG. 9 is a flowchart of illustrating a process 900 of the 
scan method 218 to generate the inventory database 402 by 
comparing the contents of the client computer 208 to the 
product information database 212. The process commences 
at step 902 when the scan method 218 is initiated. At step 
904, the scan method 218 commences the evaluation of the 
PSFs contained in the product information database 212. At 
step 906, the scan method 218 executes the detection com- 
mand 500 indicated by the PSF in order to detect the 
presence of the product indicated by that PSF At step 908, 
the scan method 218 evaluates the product signature in the 
PSF and compares the product signature elements to the 
contents of the client computer 208. If it does not find the 
product signature elements in the contents of the client 
computer 208, the scan method 218 returns to step 904 to 
evaluate the next PSF in the product information database 
212. If the product signature elements are found in the 
contents of the client computer 208 in step 908, the scan 
method 218 optionally writes the existing product ID 700, 
the existing product category 702, and existing product 
properties 704, to the inventory database 402 in step 910. At 
step 912, the scan method 218 determines whether there are 
more PSFs in the product information database 212 to 
evaluate. If there are more PSFs to evaluate, the scan method 
218 returns to step 904 to evaluate the next PSF in the 
product information database 212 repeating steps 904, 906, 
908, 910, and 912 until a negative response is returned at 
step 912 and the scan method 218 terminates. In other 
words, once all of the PSFs have been evaluated, the scan 
method 218 ends. 

Marketing Rule Knowledge Base 214 

FIG. 10 is a block diagram of the marketing rule knowl- 
edge base 214 in accordance with a preferred embodiment. 
The marketing rule knowledge base 214 comprises one or 
more opportunity rule files 1000. Each opportunity rule file 
1000 comprises an opportunity key 1002, a related product 
ID 1004, and related product marketing information 1006, 
The opportunity key 1002 specifies the conditions under 
which an opportunity match occurs and preferably com- 
prises an existing product ID 700 and a match value 1008 for 
that existing product ID 700. The opportunity key 1002 may 
comprise one or many existing product IDs 700 and/or 
match values 1008. 

Related product marketing information 1006 comprises, 
for example, a related product description 1010, a related 
product location 1012, a related product search string 1014, 
and a related product advertisement campaign 1016. Addi- 
tional related product marketing information 1006 is pos- 
sible and may be included in the opportunity rule file 1000. 
It is important to note that there may be a set of related 
product information 1006 for purchasing a related product 
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and a separate set of related product information 1006 for 
providing more information to the user about the related 
product. It is noted that "related product" refers to a product 
to be marketed but not necessarily related to one or more 

5 existing products on the client computer 208. Additionally, 
by way of example, but not limitation, the related product 
may be a product, such as a hardware item, a software 
application, a book pertaining to an existing or related 
product, or may be a service, such as support, training, or the 

10 like for an existing or related product. A related product may 
also be a product that is marketed to the user based upon an 
inferred profile of the user of the client computer 208 
resulting from the analysis conducted by the opportunity 
detection object 216. For example, if the configuration 

15 detected on the client computer 208 is determined to infer 
that the user of the client computer 208 is a "road warrior", 
meaning that the user requires both power and mobility in 
computing products, the related product marketed to that 
user may be a handheld computing device such as a Palm 

20 Computing® connected organizer. 

The rules for determining the existence of a marketing 
opportunity are developed by the service provider and are 
compiled in the marketing rule knowledge base 214. This 
expertise is compiled manually or electronically and utilizes 

25 data relating to what conditions on the client computer 208 
indicate an opportunity to market a related product to the 
user of the client computer 208. In addition, related product 
information supplied by vendors of hardware, software, and 
related products as part of an agreement between the service 

30 provider and the vendor or distributor may also be utilized. 
Further, related product information for products may be 
independently researched by the service provider for the 
purposes of providing a usefiil marketing service for related 
products to the user of the client computer 208. 

35 The information contained in the marketing rule knowl- 
edge base 214 is structured to enable the identification of 
marketing opportunities based upon the presence or absence 
of products in the inventory database 402 on the client 
computer 208. The opportunity key 1002 contains the exist- 

40 ing product ID 700 of at least one product that is evaluated 
against the inventory database 402. The opportunity key 
1002 further contains the match value 1008 corresponding to 
the existing product ID 700. The possible match values 1008 
are REQUIRED, OPTIONAL, ABSENT, or a specified or 

45 predetermined value of a measurable characteristic resulting 
from the execution of the detection command 500. 
Examples of measurable characteristics include processor 
speed, memory, modem speed. 
Each match value 1008 indicates a condition for the 

so presence of the existing product ID 700 in the inventory 
database 402. The match value 1008 of REQUIRED indi- 
cates that for a successful opportunity match to occur, the 
corresponding existing product ID 700 must be present in 
the inventory database 402. The match value 1008 of 

55 OPTIONAL indicates that the presence of any of the cor- 
responding existing product IDs 700 with an OPTIONAL 
match value 1008 will constitute a successful match. The 
match value 1008 of ABSENT indicates that for a successful 
opportunity match to occur, the corresponding existing 

60 product ID 700 must be absent from the inventory database 
402. If the match value 1008 is designated as a specified 
value resulting from the execution of the detection command 
500, the opportunity analysis method 220 matches the value 
as specified. Note that the match value 1008 may be an exact 

65 value or a range of values. In addition, the match value 1008 
may be a relative number, such as a percentage of available 
memory. 
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In a preferred embodiment, the opportunity key 1002 may The related product marketing information 1006 option- 
contain one or more existing product IDs 700 each corre- ally comprises the related product description 1010, related 
sponding to a match value 1008. By way of example, the product location 1012, related product search string 1014, 
opportunity rule file 1000 for opportunity A has the oppor- any applicable related product advertisement campaign 
tunity key 1002 of a single existing product ID 700 with a 5 1016. The related product marketing information 1006 
match value 1008 of REQUIRED. Thus, when the inventory spcc ified here is done so by way of example and is not meant 
database 402 is evaluated against the marketing .rule knowl- t0 limit the t of rcIatcd duct markcting information 
edge base 214, only if the existing product ID 700 is found m6 mat can De includcd i D me opportunity rule file 1000 
in a product record in the mventory database 402 that fof ^ markcti opporturjity . 

matches an existing product ID 700 in the opportunity key n_ 1 * j j * j • *• | A1A , . . r 

1AA1 , _ % i £1 */um- .u i *• i 10 The related product description 1010 may contain lnfor- 

1002 for an opportunity rule file 1000 in the marketing rule , * , tl f K ^ , . . 

knowledge base 214 is the opportunity is considered to be matlon ? about * c P roduct ; such 35 VCISlon ™mber, 

matched manufacturer, distributor, advertisement campaign 

In another example, the opportunity rule file 1000 for information, installation instructions, pricing, additional 

opportunity B has the opportunity key 1002 comprising marketing information and the like, 

multiple existing product IDs 700. One existing product ID 15 related product location 1012 may be a URL location 

700 has an associated match value 1008 of REQUIRED. A at wnich mc related product is available for download, a 

second existing product ID 700 has an associated match location where additional marketing information is 

value 1008 of ABSENT. Thus when the inventory database available, or a location from which the product may be 

402 is evaluated against the marketing rule knowledge base purchased (for example, from the vendor computer system 

214, the first existing product ID 700 must be found in the 20 202). 

inventory database 402 while the second existing product ID The related product search string 1014 may be used to 
700 must be absent from the inventory database 402 in order search external systems for the related product. In a pre- 
fer the opportunity to match. ferred embodiment, this related search string 1014 may 
In yet another example, the opportunity rule file 1000 for include the related product ID 1004 and required parameters 
opportunity C has the opportunity key 1002 comprising 25 and format that are sent as search criteria to a search engine 
multiple existing product IDs 700. One existing product ID on the vendor computer system 202 for purposes of retriev- 
700 has an associated match value 1008 of REQUIRED. In ing purchase or further marketing information regarding the 
addition, two existing product IDs 700 have associated related product. The location of the external search engine is 
match values 1008 of OPTIONAL. Thus, when the inven- specified as a component in the related product marketing 
tory database 402 is evaluated against the marketing rule 30 information 1006. In another preferred embodiment, the 
knowledge base 214, the existing product ID 700 with the related product search string 1014 is optimized for the 
corresponding match value 1008 REQUIRED must be external search engine to which it will be sent, including the 
detected and at least one of the existing product IDs 700 with search engine-specific search key that will result in the 
the corresponding match value 1008 of OPTIONAL must be match desired by the service provider, 
detected to constitute an opportunity match. If the existing 35 The related product marketing information 1006 may also 
product ID 700 with the match value 1008 of REQUIRED contain the related product advertisement campaign 1016 
is not present, the opportunity does not match, even if one specifying what information to provide to the client com- 
or all of the existing product IDs 700 with match values puter 208 advertising a related product. In a preferred 
1008 of OPTIONAL are detected. Note that a match value embodiment, the related product advertisement campaign 
1008 of OPTIONAL may alternatively indicate that none of 40 1016 may be parameters sent to the advertising server on the 
the optional existing product IDs 700 need be detected, for service provider computer system 206. The advertising 
example, rather than that at least one of the optional existing server then interprets the parameters and returns the value to 
product IDs 700 must be detected for an opportunity match the client computer 208. 

to occur. All components of the related product marketing infor- 

In another example, the opportunity rule file 1000 for 45 mation 1006 are optional. Any combination of the exem- 

opportunity D has the opportunity key 1002 of a single plary components presented above may be present in any 

existing product ID 700 with a match value 1008 of a given opportunity rule file 1000 for a marketing opportunity 

specific value. Thus, when the inventory database 402 is in the marketing rule knowledge base 214. 

evaluated against the marketing rule knowledge base 214, if In a preferred embodiment, some or all components of the 

the specified value is detected in the inventory database 402 50 related product marketing information 1006 may be stored 

the opportunity is considered to be matched. As noted as parameters on the client computer 208. These parameters 

previously, the specified value of the opportunity key 1002 may optionally be sent to the service provider computer 

may be an exact value or a range of values, and may be system 206 upon which may reside a marketing information 

represented relatively, e.g. free memory as a percentage of server. The marketing information server in a preferred 

total memory. To illustrate a case where the specified value 55 embodiment processes the parameters received from the 

is a range of values, if free space on a hard disk less than or client computer 208 and delivers to the client computer 208 

equal to 30% based on the results of the detection command relevant marketing information based upon those param- 

500, the opportunity is considered to be matched. As another eters. For example, the related product location 1012 for a 

example, the value specified may be less than or equal to 300 matched opportunity may be stored as one or more param- 

MHz for the speed of the processor. 60 eters in the client computer 208. When the presentation 

The related product ID 1004 in the opportunity rule file method 222 displays information to the user of the client 

1000 is the name of the product or service to be marketed to computer 208, the parameter of the related^prGduct^oeatioTi 

the user of the client computer 208. An opportunity match 1012 i^t ™ fr»rl-tn- th^m nrVr^ h'ng^mf nrm atif-msaa-TroT 

between the inventory database 402 and the marketing rule which returns a set of instructions to the client computer 

knowledge base 214 results in the related product ID 1004 65 WekbrowseEfor^raesdispla 

and its associated related product marketing information r grapMeJor:the:ctimmc rco.o ppQrUinitvtand/or-advertis&Tncnt. 

1006 being marketed to the user. Advantageously, this preferred embodiment may allow the 
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service providerrto-tiack^tippG^ 

venttorrcomputef ::: s^temS 202 and may provide increased 
flexibility in maintaining the f mo^^p^o^ate^proditct3ina> 
cketingrinfoanatioD^ 

Where they are explicitly included in an opportunity rule 5 
file 1000, the links to URLs contained in the related product 
information 1006 are preferably maintained by the service 
provider. A method for ensuring that links to URLs con- 
tained in the related product information 1006 are valid is 
detailed in the application, "Automatic Updating of Diverse 10 
Software Products on Multiple Client Computer Systems", 
U.S. Ser. No. 08/660,488, filed with the USPTO on Jun. 7, 
1996 now U.S. Pat. No. 6,151,643 which is incorporated 
herein by reference in its entirety. 

Marketing Opportunity Analysis Method 202 and List of 15 
Marketing Opportunities 404 Generated Thereby 

FIG. 11 is an illustration of the opportunity analysis 
method 220 that identifies marketing opportunity matches 
on the client computer 208. The opportunity analysis method 
220 compares the marketing rule knowledge base 214 and, 20 
optionally, the user profile 400, with the inventory database 
402 that resulted from the execution of the scan method 218. 
The results of the opportunity analysis method 220 are 
written to the list of marketing opportunities 404. The list of 
marketing opportunities 404 comprises multiple opportunity 25 
match records and is described below in detail with refer- 
ence to FIG. 12. 

The opportunity analysis method 220 evaluates the oppor- 
tunity rule file(s) 1000 in the marketing rule knowledge base 
214 to determine whether the conditions present on the 30 
client computer 208 match the opportunity keys 1008 in 
each opportunity rule file 1000. For each successful match 
of the opportunity key 1008 of an opportunity rule file 1000 
in the marketing rule knowledge base 214, the opportunity 
analysis method 220 preferably records the following infor- 35 
mation specified by the opportunity analysis method 220 
into the list of marketing opportunities 404: the existing 
product ID 700, the related product ID 1004, and related 
product marketing information 1006. 

Optionally, the opportunity analysis method 220 addition- 40 
ally evaluates the user profile 400 along with the marketing 
rule knowledge base 214 against the inventory database 402. 
When the user profile 400 is considered by the opportunity 
analysis method 220, the preferences in the user profile 400 
that are predefined, stated, and/or inferred are evaluated to 45 
further define the marketing information to be presented to 
the user of the client computer 208. By way of example, but 
not limitation, if the opportunity analysis method 220 iden- 
tifies the opportunity match for marketing an Internet Ser- 
vice Provider (ISP) through the detection in the inventory so 
database 402 of the correct opportunity key 1002 for the 
opportunity rule file 1000 in the marketing rule knowledge 
base 214, the opportunity analysis method 220 may utilize 
a stated preference in the user profile 400 such as the user's 
ZIP code to market a more specific opportunity to the user. 55 
Opportunities further specified by information in the user 
profile 400 need not be based upon explicitly stated prefer- 
ences but may be based upon information inferred from any 
stated preferences given by the user in the user profile 400. 

FIG. 12 illustrates the list of marketing opportunities 404 60 
generated as a result of the opportunity analysis method 220. 
In the example illustrated, four opportunity matches resulted 
from the execution of the opportunity analysis method 220: 
a record for opportunity match A 1202, a record for oppor- 
tunity match B 1204, a record for opportunity match C 1206, 65 
and a record for opportunity match D 1208. In this 
illustration, the information recorded in each opportunity 
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match is the existing product ID 700, related product ID 
1004, and related product marketing information 1006. In 
this example, the related product marketing information 
1006 further comprises the related product description 1010, 
the related product description 1012, the related product 
search string 1014, and the related product advertisement 
campaign 1016. Other information provided in the inventory 
database 404, such as existing product category 702, exist- 
ing product properties 704, and the like is optionally 
recorded for each opportunity in the list of marketing 
information 404. 

The information about the matched opportunities con- 
tained in each opportunity match record is derived from the 
marketing rule knowledge base 214 and the inventory data- 
base 402. It is important to note that any information 
contained in either the marketing rule knowledge base 214 
or the inventory database 402 may be utilized by the list of 
marketing opportunities 404. The items detailed above are 
for the purposes of illustration only and should not be 
construed as limiting the potential contents of the list of 
marketing opportunities 404. 
Presentation of Marketing Information to the User 

FIG. 13 illustrates an example of a screen of marketing 
information presented to the user of the client computer 208 
as a result of the execution of the opportunity detection 
object 216. An active marketing results page 1300 is pre- 
sented to the user of the client computer 208. The active 
marketing results page 1300 optionally displays the follow- 
ing information to the user based upon the results of the 
presentation method 222: an existing product name 1302, an 
existing product vendor name 1304, existing product infor- 
mation 1306, a marketing link to purchase related products 
1308, a marketing link to learn more about related products 
1310, and an advertisement 1312 for related products. 

The presentation method 222 of the opportunity detection 
object 216 analyzes the list of marketing opportunities 404 
on the client computer 208 to determine what information to 
present to the user and how to present it. As illustrated by 
FIG. 13, the existing product name 1302 displayed to the 
user is based upon the existing product ID 700 in and is 
derived from the list of marketing opportunities 404. This 
existing product name may be the name of a specific product 
such as "NeoMagic MagicGraph 128XD" or a generic item. 

The existing product vendor name 1304 may be displayed 
by the presentation method 222 and is also derived from the 
list of marketing opportunities 404. In another preferred 
embodiment, the presentation method 222 may read directly 
from the marketing information database 214, product infor- 
mation database 212, user profile 400 and the like to retrieve 
any information it requires to display marketing information 
to the user. 

Other existing product information 1306 may be provided 
to the user as a result of the execution of the presentation 
method 222. Other existing product information may be, for 
example, the existing product version 720, the measurement 
of size 726, and/or the measurement of free units 728. lb 
illustrate the display of other existing product information 
1306, FIG. 13 shows the measurement of size 726 and the 
measurement free units 728 for the hard disk on the client 
computer under the Hard Disks category ("You Have: 6 GB 
total disk space (31% free)"). 

The marketing link to purchase related products 1308 and 
the marketing link to learn more about related products 1310 
are produced by the presentation method 222 based on 
information in the list of marketing opportunities 404. For 
every opportunity match record in the list of marketing 
opportunities 404, the presentation method 222 evaluates the 
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related product information 1006 contained in the opportu- links to purchase related products 1308 (commerce 

nity match record. Based on this related product information opportunities), marketing links to learn more about related 

1006, the presentation method 222 executes to provide the products 1310 (additional information), advertisements 

relevant marketing information to the user of the client 1312 for related products (advertisement display) based on 

computer 208. For example, if the presentation method 222 5 me contents of the inventory database, and the like, 

analyzing an opportunity match record detcctsza-relatcd A system memory and a hard drive of a computer system, 

-prodiictdescription 1010 in the related product information whether the service provider computer system or the client 

1006, then the marketing link to learn more about related computer, can be utilized to store and retrieve software 

products 1310 may clii^-to-a-p^gezComprising-mcTckted Programs incorporating computer code that implements 

product© 1004 andjhc^re^ 1010. In 10 of J 6 mention, data for use with the invention, and 

another example/if the presentation method 222 analyzing ih \ ^ TOm I"J ter readab [ e storage media 

an opportunity match record detects a related product loca- mclude C P"K° M ' flo PPy ta P e ' flash memory, system 

tion 1012 in the related product information 1006, the memory, hard dnve, as weU as a data signal embodied in a 

marketing link to purchase related products 1308 may ca ™ r 7* ve ma n f™ rk such " Internet > . 

connect the user to the vendor computer system 202 to 15 WMe the preferred emboooments of the present invention 

purchase the software. In another illustration, if the presen- described and illustrated herein, it will be appreciated 

tation method 222 analyzing an opportunity match record ? at me y are merel y ^ustTztive and that modifications can 

detects a related product search string 1014 in related be made to these embodiments without departmg from the 

product information 1006 designated as purchase s P mt and SC0 P e ° f te nation. Thus, the invention is 

information, the marketing link to purchase related products 20 mt ^ ded t0 be defined only m terms of the following claims. 

1308 may connect the user to the vendor computer system . at ^ clam ^ ed ^ : 

202 with the value of the related product search string 1014 . } A method for displaying purchase opportunities using 

passed as a parameter to a search engine on the vendor "^formation on a chent computer, comprising: 

computer system 202. initiating a scan for products associated with the client 

Another example of marketing information displayed to 25 computer; 
the user of the client computer is the advertisement 1312 for displaying a client computer product inventory based on 
related products. In a preferred embodiment, the advertise- products associated with the client computer as deter- 
ment 1312 displayed to the user is based upon the related mined in said scan; 

product advertisement campaign 1016 in the list of matched initiating an opportunity analysis to identify purchase 

opportunities 404. Optionally, the advertisement 1312 dis- 30 opportunities, the opportunity analysis including com- 

plays during a subsequent session between the client com- paring rules of a rule knowledge base to the client 

puter 208 and the service provider computer system 206. computer product inventory; and 

Information about the related product advertisement cam- presenting the detected purchase opportunities to the user 

paign 1016 specific to the client computer 208 may be of the chent computer upon detection of purchase 

accessed by the presentation method 222 resident on the 35 opportunities. 

client computer 208 without the need for executing the 2. The method according to claim 1, wherein said scan 

entire opportunity detection object 216 during the subse- includes scanning for at least one of software files, operating 

quent sessions. system, hardware peripherals, and hardware components. 

In summary, the present invention provides a method for 3. The method according to claim 1, wherein said rule 
accurately creating the inventory database 402 of software 40 knowledge base includes a first rule file defining a purchase 
and hardware products and components or peripherals on the opportunity and a condition for a product in the client 
client computer 208 across the network 204 (with or without computer inventory for the purchase opportunity, the con- 
explicit acknowledgement by the user of the client computer dition being of a predefined value selected from the group 
208) and marketing related products to the user. Using the consisting of absent, present, optional, and value of a 
method described as part of the present invention, it is 45 measurable characteristic of the product in the client com- 
possible to identify hardware and software products associ- puter inventory. 

ated with the chent computer 208 and identify marketing 4. The method according to claim 1, wherein said product 

opportunities that are triggered by the absence or presence of information database includes a product summary file 

one or more products and/or a specific value resulting from including a detection command and a product signature 

the execution of a detection command 500 on the client 50 comprising a value for indicating association of the product 

computer 208, The related products marketed to the user by with the client computer. 

this method are relevant to the user because they are based 5. The method according to claim 4, wherein said scan for 

upon current configuration of the client computer 208 products associated with the client computer includes 

combined, optionally, with the contents of the user profile executing the detection command to detect a presence of a 

400 completed by the user. 55 product signature on the client computer, and, upon detec- 

By compiling and maintaining instructions about market- tion of the product signature on the client computer, writing 

ing opportunities from of the marketing rule knowledge base a product record of the detected product associated with the 

214 that is analyzed by the opportunity detection object 216, client computer to said client computer inventory, 

it is possible to provide the user with real, actionable 6. The method according to claim 5, wherein each product 

marketing information. As is evident, the marketing infor- 60 record comprises at least one of an existing product 

mation presented to the user may include any combination identification, an existing product category, and an existing 

of commerce opportunities, advertisements displayed to the product property of the detected product associated with the 

user, additional information about related products, and the client computer. 

like. By way of example, the user is provided with a simple, 7. The method according to claim 4, wherein said product 
accessible way to purchase or learn more about a related 65 summary file is selected from the group consisting of a 
product directly relevant to the user's client computer con- software product summary file, a hardware product sum- 
figuration in a number of different ways, such as presenting mary file, and an operating system product summary file. 
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8. The method according to claim 4, wherein said product 
signature of the product summary file is selected from the 
group consisting of an executable-type product signature, a 
registry-type product signature, an initialization-type prod- 
uct signature, a driver-type product signature, and a 
command-type product signature. 

9. The method according to claim 8, wherein the product 
signature of the product summary file is an executable -type 
product signature, the executable -type product signature 
comprising at least one executable file property for indicat- 
ing a presence of a product on the client computer. 

10. The method according to claim 9, wherein the execut- 
able file property is selected from the group consisting of an 
executable name, an executable file size, and an executable 
timestamp. 

11. The method according to claim 8, wherein the product 
signature of the product summary file is a registry-type 
product signature, the registry-type product signature com- 
prising at least one registry entry for indicating a presence of 
a product on the client computer. 

12. The method according to claim 8, wherein the product 
signature of the product summary file is an initialization- 
type product signature, the initialization-type product sig- 
nature comprising at least one initialization file property for 
indicating a presence of a product on the client computer. 

13. The method according to claim 12, wherein the 
initialization file property is selected from the group con- 
sisting of initialization file name, initialization parameter 
name, and initialization parameter value. 

14. The method according to claim 8, wherein the product 
signature of the product summary file is a driver-type 
product signature, the driver-type product signature com- 
prising at least one driver file property for indicating a 
presence of a product on the client computer. 

15. The method according to claim 14, wherein the driver 
file property is selected from the group consisting of driver 
file name, driver file size, and driver file timestamp. 

16. The method according to claim 1, further comprising 
storing at least one of the product information database and 
the rule knowledge base in the client computer. 

17. The method according to claim 1, wherein the 
detected product purchase opportunity is selected from the 
group consisting of a product commerce opportunity, a 
service advertisement opportunity, and a product advertise- 
ment opportunity. 

18. A computer product for displaying purchase opportu- 
nities using information on a client computer, comprising: 

computer code for initiating a scan for products associated 

with the client computer; 
computer code for displaying a client computer product 

inventory based on products associated with the client 

computer as determined in said scan; 
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computer code for initiating an opportunity analysis to 
identify purchase opportunities, the opportunity analy- 
sis including comparing rules of a rule knowledge base 
to the client computer product inventory; and 

computer code for presenting the detected purchase 
opportunities to the user of the client computer upon 
detection of purchase opportunities. 

19. The computer product according to claim 18, wherein 
the rule knowledge base includes a first rule file defining a 
purchase opportunity and a condition for a product in the 
client computer inventory for the purchase opportunity, the 
condition being of a predefined value selected from the 
group consisting of absent, present, optional, and value of a 
measurable characteristic of the product in the client com- 
puter inventory. 

20. The computer product according to claim 18, wherein 
the product information database includes a product sum- 
mary file including a detection command and a product 
signature comprising a value for indicating association of 
the product with the client computer. 

21. The computer product according to claim 20, wherein 
said computer code that scans includes computer code that 
executes the detection command to detect a presence of a 
product signature on the client computer, and, upon detec- 
tion of the presence of the product signature on the client 
computer, writes a product record of the detected product 
associated with the client computer to the client computer 
inventory. 

22. The computer product according to claim 20, wherein 
the product signature of the product summary file is selected 
from the group consisting of an executable-type product 
signature, a registry-type product signature, an initialization- 
type product signature, a driver-type product signature, and 
a command-type product signature. 

23. A method, comprising: 

scanning for products associated with a client computer, 
the scanning includes scanning the client computer and 
comparing results of the client computer scanning 
against a product information database; 

generating a client computer product inventory based on 
products associated with the client computer as deter- 
mined in said scanning; 

performing an opportunity analysis to identify update 
opportunities, said performing the opportunity analysis 
includes comparing rules of a rule knowledge base to 
the client computer product inventory; and 

outputting the detected update opportunities upon detec- 
tion of update opportunities. 
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